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THE OHIO STATE ENGINEER
HOW TO SUCCEED IN BUSINESS
BY CHARLES M. SCHWAB.
(Written for the Engineering Colleges Magazines Associated)
MEL
S time goes on I find it more difficult to speak
of retiring from my forty-three years of
business life. In fact instead of retiring I
find myself drawn more and more into con-
cerns, each of which involves new responsibilities.
But the greater the responsibilities, the less I find
of the element of personal supervision and the less
I enjoy my new work. The thing that has given me
the most pleasure and that I am the most proud of
is that I keep finding friends, and friends,—and
yet more friends on every hand.
You want me to tell you how you can succeed in
life. I know that it is very difficult to convince the
great majority of people that men who are in ac-
tive pursuits of life have any other object in view
than the making of money. That is a great mis-
take. The real leaders of industry and the real
men in life, and the real successes in life, are not
always the men who have lots of money or a great
fortune.
My idea of the successful life is the man who
has successfully accomplished the objects for
which he set out, to do something that is worthy of
a real American man. Money is often a matter of
chance or good fortune, and is not the mark of a
successful life. It is not the thing that brings a
throb of pleasure or a thrill into my life. And I
would not pose as a successful man if that was to
be the measure. But when I look about me and
see the multitude of friends that I have after
forty years of business association with men,
when I see the great lines of smoking stacks and
blazing furnaces that have come into being be-
cause of my interests and activity in life, and
when I see a work that I set out to do successfully
accomplished and meeting the approval of my fel-
low men, then a real thrill comes into my heart
and I feel that I have done something worth while.
The money, you do not think about as long as you
have enough to pay your bills and keep your bus-
iness going. The captains of industry do not
keep on working for the sake of making money,
but for the love of completing a job successfully.
Men who typify the ideal business man in my
mind are Mr. Carnegie, the elder Mr. Rockefeller,
Mr. Baker, the younger Mr. Rockefeller, and
Judge Gary.
One of the dearest friends that I ever had in
life, Andrew Carnegie, used to say to me when I
went to him with my balance sheet and showed
him how many hundred thousand dollars we had
made that month or year, "That's interesting,
but show me your cost sheet." That is the mark
of successful manufacturing, how economically
and how well you do a thing, not how much money
you make in the doing of it. So, his mark—and he
was a wise man—his mark of successful industry
is my mark of a successful life. Set out with
some definite purpose in life and accomplish that
purpose. There is little that the human mind can
conceive that is not possible of accomplishment.
The 1liing to do is to make up your mind what
you are going to drive for, and let nothing stand
in the way of its ultimate accomplishment.
Now, in my long experience in business life and
association with men, there are some fundamental
things that must not be overlooked. If I were
asked to say the most important things that lead
to a successful life I should say that, first of all,
was integrity—unimpeachable integrity. No man
can ever do anything of any great value in life
and have the confidence and approval of his fel-
low men or be successful in his undertakings with
other business men if he doesn't have the reputa-
tion of being a man of honor and integrity.
I am going to speak of a young man that I re-
gard as the most successful young man I have ever
known. And if I did not regard him as the most
successful young man that I know, he would- not
be the President of the Bethlehem Steel Com-
pany. I am going to speak of a young man that I
have known since he was a man your age—I refer
to Eugene Grace. You may have heard of him.
He came from Lehigh University. When I first
knew him he was a shoveler of coal with an elec-
tric crane. I followed his career on and on and
on. And whatever may have been said of Mr.
Grace you could always depend upon it absolute-
ly that when Mr. Grace said a thing you would
know the absolute facts, good, bad or indifferent.
And, today, Mr. Grace stands among the great
business men of New York and this country,
with the reputation of being a man of absolute
integrity and a man in whom everybody can place
the greatest possible confidence.
A man must also be a true democrat, and not
an aristocrat who condescends to talk with any-
one. The educated man must not get the idea that
education necessarily makes him superior to any
other skilled man who has devoted his life to mas-
tering one business.
When I first entered the business world in 1879,
the United States was producing only one million
tons of steel a year; now we produce fifty million.
Never was the opportunity and the reward so
great as it now is in this reconstructed era. The
hardest struggle of all is to be something different
from what the average man is. I don't believe
in "super-men," for the world is full of capable
men, but it's the fellow with determination that
wins out.
Bet on the United States if you must bet at all,
for any good enterprise in this country is worth
more than six or seven per cent. Put your all
into any business which depends for its success
on your own brains and determination to win.
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Be not fearful in borrowing money; I have bor-
rowed more money than any other man in the
United States and on less collateral.
Be sure to go into a business that will keep your
interest, for you can't handle working men suc-
cessfully if you only pretend to be interested in
them.
If I were able to give you whatever I wanted, I
would wish that you might have a rugged consti-
tution, a desire to work, and the great American
characteristic of driving onward.
Any man who goes into anything in life and
does it better than the average will have a suc-
cessful life. If he does it worse than the average
his life will not be successful. And no business
can exist in which success cannot be won on that
basis.
Another important thing is loyalty. Be loyal.
What measure of success I may have won in life
I attribute to the loyalty I had for a dear old
friend who was my first steel master, whom you
perhaps have never heard of, Captain Bill Jones.
Captain Jones was a great mechanic, just a nat-
ural genius at mechanical things. No education
at all. He knew nothing of engineering or chem-
istry of the sciences. Now, I was thrown in, for-
tunately, with him. I made up my mind that I
could be very useful to that man by learning
things that he could not learn, and, above all, by
being loyal to him and never letting the world
know that the things for which he received credit
were not his own creation. Did you ever stop to
think that a great man in life who has won great
acclaim and great reputation is the very man who
is willing to share and give the honor to others
in the doing of the things that made him great?
The man that will selfishly stand alone and pro-
claim that he is the man who has done these things
never is the man who really did them. My own
experience is that there is no real effort in life
that is not done better under encouragement and
approval of your fellow men. A man goes along
then with greater confidence. You must learn to
let others share with you in that which you are
doing, and honor and credit will be reflected upon
you for so doing.
Marshall Foch, the great commander, once said
to me: "This great military staff is like an orches-
tra, and each one fills his place. Each is equally
important in the functioning of the whole. If the
baton is in my hands it is merely a matter of
chance, but we shall see to it that each man in this
staff gets recognition for that which is due." You
never heard a great man say, "I did this," or "I
will do that."
In the management of my great enterprises I
have yet to find fault with any man. If a man is
such that you must find fault with him to get the
best out of him he is not a man to be desired in
an organization. Show me the man that will do
his best under approval, and I will show you the
man that has within him the elements for success-
ful going ahead.
Now, to come back to loyalty. Be loyal to the peo-
ple with whom you associate at the start. When
this good Captain Jones came to the end of his
life's work, do you not suppose it was worth more
to me than anything else to have him say: "That
is the man that helped me do these things"? Re-
member always that it will but attract attention
and credit to yourself to share it with those who
help you. Be loyal when you start life wherever
you start. Make your employer feel truthfully
that you are sincere with him; that you are going
to promote his interests; that you are going to
stand for the things he represents; that you are
proud of being a member of his staff, and there
is nothing that will reap you a richer reward.
Loyalty above all!
There are other things in life than mere work.
I believe an appreciation of the finer things in
life. The learning to know the beauties of litera-
ture and art and music, will help any man in his
career. A man to carry on a successful business
must have imagination. He must see things as
in a vision, a dream of the whole thing. You can
cultivate this faculty only by an appreciation of
the finer things in life. No active business life,
whether it is manufacturing or something else,
should prevent you from enjoying the beauties
of life. These finer things will contribute to your
success.
Be friendly. When you have friends you will
know there is somebody who will stand by you.
You know the old saying that if you have a single
enemy you will find him everywhere. It doesn't
pay to make enemies. Lead the life that will make
you kindly and friendly to everyone about you,
and you will be surprised at what a happy life you
will live.
I want to tell you a little more about this man
Grace, because one often sees the points in a suc-
cessful life best by analyzing a single individual.
I told you of his great faculty of making good, no
matter in what position he was placed. This boy
went on and on. Above all, he worked hard with
the brain that had been trained in the university
to think and concentrate upon the subject that he
was thinking about until he had reached a satis-
factory conclusion. Now, that is the great point,
to concentrate and think upon the problem in mind
until you have reached a satisfactory conclusion
in your mind, and then finally go ahead. If you
have made a mistake, all right. Never find fault
with a man because he has made a mistake. It is
only a fool that makes the same mistake the sec-
ond time. I tell a story of my own experience
with Mr. Carnegie, as showing what this might
mean.
As chief engineer of the works I had just built
a converting mill. I went to him and said:
"If you will give me the money to build this mill
I can save 50 cents a ton." Of course he provided
the money, and the mill was built. He came out
to see it. I walked around with him. He saw the
look of disappointment in my face and said:
"Charlie, there is something wrong here. What
is it?" I said: "It is exactly what I told you,
and it is better than I told you. We save more
than I said. But I don't mind saying that if I had
to do the whole thing over again I would do it
so and so. I made a mistake in that particular." He
said : "Can you change it?" I said: "No." He said:
"What does it mean?" I said: "It means tear-
(Cont inued on page 28)
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ing it down and doing it over again." He said:
"Go ahead and do it. Don't make the same mis-
take a second time." Do you suppose if he had
been a fault-finding man I ever would have told
him? Not at all. He brought out the best in me.
When that mill was torn down and a second took
its place it was as great a success over the first
as the first had been over the old one.
Mr. Carnegie had my confidence, and I had his
confidence. He believed in everything I had told
him. If I had told him something that was wrong
and not admitted my mistake he would never
have helped me to progress, and his works and
his great establishment would never have prog-
ressed as they did.
Now, in my own establishment you will be in-
terested to know something about how we do
things. You boys will all probably have to start
to work upon a salary. But the quicker you get
out of working for a salary the better for all con-
cerned. In our words at Bethlehem and San
Francisco, and all over the United States, I adopt-
ed this system: I pay the managers of our works
practically no salary. I make them partners in
the business, only I don't let them share in the ef-
forts of any other man. For example, if a man
is manager of a blast furnace department he
makes profit out of the successful conduct of his
department, but I don't allow him to share in the
prosperity of some other able man in some other
department of the establishment. I give him a
percentage of what he saves or makes in the de-
partment immediately under his own control and
management. For example, if it takes a dollar
a ton to make pig iron, and it takes him a dollar
a ton to make pig iron, I say to him:
"Well, you are no better than the average man-
ager over the country. Therefore you are entitled
to only the usual wages. But if you can make pig
iron at 90 cents a ton you are entitled to share
with me in a large part of the profits. And if
you make it for 40 cents or 50 cents a ton you
share to a very large degree."
Therefore, I don't care how much a man earns.
The more he earns the better I like him. And I
pay in what I call bonuses to the various super-
intendents and managers of the different estab-
lishments more money for their successful man-
agement than I pay the stockholders of the con-
cern in dividends. And it will surprise you to
know the great sums of money that some of these
men make. I would be afraid to tell you for fear
of discouraging you in your start in life. But I
don't mind saying that forty, fifty, sixty, a hun-
dred thousand dollars a year for these men is not
infrequent. And in the case of men like Mr.
Grace, well, many, many times that.
If you have any influence in the world to get
you a start in life, don't use it. The worst thing
that can happen to a man is to start life with
influence. He has got to do twice as well as the
fellow that starts upon his own merits, because,
after all, it depends on the general opinion of all
those around you as to how competent and suc-
cessful you are, and when everybody says that you
do well because of the influence back of you,
then you have got to do twice as well as other-
wise. If you are going into any manufacturing
establishment, don't go there by reason of any in-
fluence you may have. Start upon your own
merits, and start in some lowly position, no mat-
ter what it is. Be a laborer, if you will. I don't
know but that is the best way to start.
This great war has taught us many things.
The one thing it has taught us above everything
else is that the true life is the life of modern de-
mocracy and simplicity, that it is not one of show
or of extravagance, that we are men because we
are men and because we have the true instincts
of men, and we are not men because we are rich
or because we occupy a high social position or
because we have influence.
Go at your work. You may not find yourself
the first year. You may start at work that you
think will not be agreeable to you. Do not hesi-
tate to change. If you find that it is not accord-
ing to your tastes and ultimate ambitions, then
change and go into something that is more pleas-
ant. No man can be successful at work if he
doesn't find the work he has to do pleasant. No
man can ever do a thing well that he is not inter-
ested in. When you start in life, if you find you
are wrongly placed don't hesitate to change, but
don't change because troubles come up and diffi-
culties arise. You must meet and overcome and
conquer them. And in meeting and overcoming
and conquering them you will make yourself
stronger for the future.
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